INTRODUCTION
Entrepreneurship is often seen not only as the cornerstone of innovation, growth and social welfare (e.g. Acs and Audretsch 2003; Blanchflower 2000) but also as the key to higher individual income and well-being (e.g. Benz and Frey 2004; Kawaguchi 2002; Hamilton 2000) . However, most people never consider starting their own business but rather restrict their occupational choice to being an employee. In the US and most European countries the rate of entrepreneurs in the workforce has stabilized at around 10 percent (max. 15 percent) over recent decades (Thurik 2003; OECD 2000 and 2005) . The rate of academics becoming entrepreneurs is even lower than average, regardless of the fact that entrepreneurs with an academic background are in general more successful (Acs 2006; Moog 2004 Human capital is one of the factors often mentioned, assuming that a larger stock of human capital encourages entrepreneurship (e.g. Davidsson and Honig 2003) . However, this cannot be sufficient to explain the observed differences in entrepreneurship rates; in fact, it raises new puzzles. On the one hand, many entrepreneurs have rather low levels of human capital, such as the owner of a street-corner fish and chips shop, which clearly does not fit with a traditional human capital explanation of highly skilled individuals becoming entrepreneurs.
And on the other hand, we observe that the educational level in general has constantly increased over recent decades but that the entrepreneurship rate has not risen in the same way, which is also inconsistent with a traditional human capital explanation. This paper is based on a novel theory with an alternative view of how human capital affects entrepreneurship, namely the jack-of-all-trades theory on entrepreneurship introduced by Lazear (2005) . What is novel in Lazear's approach is that it is not the level of any single skill that matters for the decision to become an entrepreneur but the balance of skills in an individual's portfolio of skills. Entrepreneurs differ from employees in that they must be 4 sufficiently well versed in a whole set of entrepreneurial skills. Some entrepreneurs may have balanced skills on rather low levels (such as the owner of the small fish and chips stand) and others on rather high levels (such as the founder of a bio-chemical start-up in Silicon Valley).
Employees, on the other hand, are specialists who work for others and whose talents are combined with those of other specialists (employees) by the entrepreneurs. Therefore, entrepreneurs are above all characterized by balanced skills (on any level) whereas employees are characterized by specialized skills portfolios. So far, only a few studies have tested the theory and provided preliminary supporting evidence: Lazear (2004 and 2005) shows in a cross-sectional study, that MBA students from Stanford who took classes in more study fields and who play more different roles in the labor market are more likely to become an entrepreneur rather than an employee. Wagner (2003) replicates Lazear's research with German data and confirms his results. Baumol (2004) with US and international data and Astebro (2006) with Canadian data give further evidence that the accumulation of a balanced skill-mix fosters becoming an entrepreneur. However, Silva (2006) with Italian panel data finds that differences in the spread of knowledge across different fields do not increase the probability of becoming an entrepreneur.
We think a second factor that is important for entrepreneurship is social capital. However, the relation between the decision to become an entrepreneur and social capital has hardly been studied, despite the fact that much empirical research shows that social capital is key to the success of a start-up once it has been founded (Uzzi 1997) . In this paper we build on this research, arguing further that social capital, firstly, is as important as human capital for the decision to become an entrepreneur, and secondly, that the jack-of-all-trades explanation applies not only to human capital but also to social capital.
Thus, our study has three innovative features. First, we provide empirical evidence showing that differences in willingness to become an entrepreneur depend on differences in portfolios 5 of human capital and thereby present a novel test of Lazear's jack-of-all-trades theory.
Second, we extend Lazear's idea and look not only at the portfolio of human capital (traditional skills as measured by education and job experience or university skills) but also at the portfolio of social capital in order to explain willingness to become an entrepreneur.
Thirdly, we use advanced proxies to measure the balance of a portfolio (of human and/or social capital). With new operationalizations we try to obtain a more accurate measure of the balance in a portfolio and thereby of its effect on entrepreneurship. Using a sample of more than 2000 German university students we are fourthly able to show that it is indeed the balance and not so much the level of skills that matters and find that a balanced human capital portfolio is not sufficient to foster entrepreneurship if it is not complemented by a balanced portfolio of social capital.
ENTREPRENEURS: THE JACK-OFF-ALL-TRADES BALANCING HUMAN AND SOCIAL CAPITAL
According to Lazear's jack-of-all-trades model, entrepreneurs -in order to run a business successfully -must have knowledge in a large number of business areas, from professional knowledge, to knowledge of production management, accounting, marketing and more. If one of the areas is missing, the start-up cannot be successful. The weakest factor determines the overall success of the start-up. Thus a specialist, i.e. a person who is very strong in one dimension, would not be well advised to become an entrepreneur because his income would be limited by his weakest skill and he would waste potential earnings that he could earn as an employee given his strongest skills. On the other hand, an individual with a balanced portfolio has all the prerequisites to run a business and gains an entrepreneurial premium on his skills 6 by using them as an entrepreneur (Lazear 2005) . Thus, the income-generating functions can be described as follows
x 1 , x 2 are two different skills and λ is the value of entrepreneurial activities in a given market segment. Individuals choose to become an entrepreneur if and only if
Thus, the more balanced individuals' skills are, 1 the more it pays to become an entrepreneur to cash in on the entrepreneurial premium λ and the higher is the probability of becoming an entrepreneur. 2 Lazear further shows that the entrepreneurial premium λ is larger in market segments where a larger number of skills (x 1 , x 2 , x 3 , x 4 , …) are needed. Thus, the larger the number of (balanced) skills a person holds, the more likely he or she is to become an entrepreneur because it pays more to do so. Finally, Lazear (2002, 651) shows that individuals who (plan to) become entrepreneurs should have more balanced investment strategies to keep or improve their skill balance.
This gives us two empirically testable hypotheses:
1
As Lazear (2005) shows, there are two possible interpretations of a positive correlation between balance of skills and the likelihood of becoming an entrepreneur. The first is that the breadth of skill acquisitions reflects an endowed balance of skills, i.e. those with broader talents are able to acquire more skills. The second is that the correlation reflects conscious investment, i.e. those who plan to become entrepreneurs decide to acquire the varied background necessary to start a business and therefore choose to learn a broader set of skills. Both are equally consistent with the jack-of-all-trades theory. Despite the fact that a large number of studies have provided evidence for the importance of social capital for the success of start-ups, the role of social capital in the decision to become an entrepreneur has not been studied in depth -unlike the frequent studies on the impact of human capital on the decision to become an entrepreneur. We argue in this paper that social capital is just as important for a person's willingness to start a business.
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Social capital in this paper is defined as an individual characteristic, as in Coleman (1990) and especially in Glaeser, Laibson and Sacerdote (2002) . Glaeser et al. (2002) Anderson and Miller (2003) , Weisz and Vassolo (2002), or Stuart et al. (1999) for example find that the social capital endowment of single entrepreneurs or a team of entrepreneurs strongly affects the success and the development of their start-up. Helliwell and Putnam (1999) or Brush (1992) also find social capital important for early start-up success. 4 Moreover, we argue that social capital plays an important role in the decision to become self-employed because entrepreneurship is a socio-economic process and a social activity. Economic elements of entrepreneurship are conducted in a social web of parents and friends, potential customers/suppliers, lenders and employees, former colleagues and bosses, etc. (Anderson and Miller 2003) . This follows from Greve and Salaff (2003) , Carter et al. (2001) , and Aldrich (1999) , who state that social capital influences both the idea for a start-up and the actual founding.
Our analysis then takes the analogy between social and human capital one step further and (for a full list of relevant variables cf. Table 2 -Variable Definition and Descriptive Statistics). In the following, we explain our dependent variable "willingness to become an entrepreneur" and our innovative explanatory variables for a balanced (or un-balanced) portfolio, i.e. "balance of skills", "balance of social capital" and "overall (un-)balance".
Dependent Variable: Willingness to Become an Entrepreneur
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The student database is, along with another company database, part of a project supported by the German Research Foundation (DFG). We thank the DFG for this financial support. We also express our thanks to the Deutsche Ausgleichsbank (DtA -SME Bank), the Stadtsparkasse Köln (Cologne Savings Bank) and the City of Cologne for further financial support. For more information on the project and the survey see Backes-Gellner, Demirer and Moog (2000) .
As the dependent variable we use an individual's willingness to become an entrepreneur measured on a four point ordinal scale. We are aware that willingness is only a first step on someone`s way to becoming an entrepreneur and that not all of those who ever thought of becoming an entrepreneur will finally become one (Reynolds 2007 become an entrepreneur can be interpreted as an upper bound of the probability of becoming an entrepreneur. Finally, using "willingness to become an entrepreneur" instead of "actually being an entrepreneur" as a dependent variable has the advantage that our data are not faced with typical selection biases, of which the non-survivor bias is the most important in entrepreneurship research. Instead, in our study we start with an unbiased sample of students and know the ex ante willingness to become an entrepreneur or an employee for all of them. founding the start-up already)". Thus, the more developed a person's business idea is, the higher the value of the variable "WILLINGNESS". However, we do not consider the variable to be metric but only rank ordered, which means we will use ordered probit regressions to test our hypotheses later on. Table 1 displays the distribution of the willingness to become an entrepreneur in our data set.
Almost 36% of the students never thought of the possibility of becoming an entrepreneur, 21% considered self-employment as a future option but did not have a business idea, 28% had a business idea but were not actively pursuing the start-up process, and finally, 16% had a business idea and were already actively involved in the start-up process. Thus, there is substantial variation in the willingness to become an entrepreneur and the question is whether this variation can be explained by the balance of social or human capital as expected by
Lazear`s jack-of-all-trades theory. Table 1 about here
Explanatory Variables
Regarding the human capital investments of our respondents, a standard approach using years of schooling as a proxy for human capital investment does not work because our population consists of students only, so the typical schooling variables hardly vary. But there is substantial variation in the non-schooling aspects of human capital. Firstly, students differ markedly with respect to work experience. We have detailed information on how many weeks or months they worked in different kinds of jobs and occupations (such as prior working experience as a free lancer, intern, full-time or a part-time employee). We also have information on whether they finished an apprenticeship before studying (which is quite common in Germany, particularly among business students, but also among others) and we know whether they ever worked as self-employed workers. We group these six types of human capital together and refer to them as WORK EXPERIENCE in the following. A second source of variation is the type of academic skills students acquire while studying. As a proxy for their academic skill portfolio we have their own subjective assessment of four types of knowledge acquired during their studies, namely analytical, practical, financial or marketing skills. We group these skills together and call them ACADEMIC SKILLS.
Regarding an individual's social capital portfolio we assume social capital to be an individual characteristic and less a network characteristic (because as such it is similar to our human capital variables and suitable for the jack-of-all-trades analysis). We measure individual social capital by an individual's personal contacts as did already Davidsson and Honig (2003) .
Fortunately, we are not restricted to a sheer quantitative variable but we also have qualitative information, such as the variety of social contacts (e.g. Nielsen 2003) which the respondents consider to be generally useful on the labor market. 7 Thus, for our further analysis we use the number of contacts in two different categories for our social capital portfolio. In so doing we ignore the differences between weak and strong ties that was originally proposed by e.g. Putnam (2000) or Granovetter (1973) . However, since we count the contacts in different types of social relationships separately we think that differences between weak and strong ties are at least in part implicitly dealt with. A first category includes the number of "contacts from 7
The respondents were asked: "How many formal and informal contacts (number of individuals) could be useful for your entry into the labor force? _____stemming from university _____, from family or friends _____ or from business _____."
13 university", "contacts from family and friends" and "business contacts" (all of which the respondent in general considers helpful on the labor market). A second category is defined as a respondent's contacts with self-employed people and distinguishes between self-employed parents and self-employed friends (for descriptive statistics see Table 2 ). To get these information the respondents were asked: : "Are your parents or people from your circle of friends self-employed or have they ever been self-employed? (parents: yes/no; friends:
Making use of these data, we have to constructed variables measuring the balance and the breadth of an individual's skills or social contacts portfolio in order to test the jack-of-alltrades hypotheses. We construct three variables to measure the breadth of the human capital, social capital and overall portfolio of a person (BROADHCPORTFOLIO, BROADSCPORTFOLIO, BROADOVERALLPORTFOLIO). And we construct three variables to measure the balance (or rather the un-balance) in the human capital, the social capital and the overall portfolio (UNBALANCEDHC, UNBALANCEDSC, UNBALANCEDOVERALL).
In the first step, borrowing from the operationalization used in Lazear (2005) In a second step we construct the variable for measuring how (un)balanced the human capital portfolio is (UNBALANCEHC) because some work experiences may be rather short and others may be very long. Thus, in the second step we have to account for differences in lengths of different types of work experience. The problem is that comparing absolute length is not appropriate because for example spending six months in an apprenticeship may not indicate a strong specialization in this type of work experience if apprenticeships typically last one year or more, whereas spending six months in an internship may indicate a strong specialization if internships typically last no more than 2-3 months. Hence we cannot just compare the absolute length of an apprenticeship with the absolute length of an internship but have to account for differences in the typical length of the respective types of experience to identify individuals who really concentrated their labor market experience on a particular type of work. To neutralize differences in typical length we use a standardized (z-transformed) length instead of the original length of each type of work experience to construct our balance variables. Using these standardized lengths we create a variable UNBALANCEDHC which measures how unbalanced a human capital portfolio is. As an illustration, take internships: we start by calculating the average length of internships in our sample (which is about 5 months) and subtract it from an individual's internship length (assume for example a person X with 19 months of internships). The result shows whether X has invested more or less than average in internships (+14 months above average for X). We then divide this number by the standard deviation of internship length (which is around 7 in our sample); the result (14/7 = 2 for person X) gives us the relative deviation of this particular person from the sample average This is similar to the procedure used in Lazear (2005) to construct the SPECDIFF-Variable, which indicates whether students are lopsided instead of balanced in their study curriculums.
Mathematically the construction of our "UnBalanced"-variables can be written as follows.
First, the absolute lengths of each type of work experience j (j=1, …m) is z-transformed; so for each individual i (i = 1, …n) we have m standardized length-variables Zij:
Second, we calculate the average i Z for each individual i:
Third, we calculate for each individual i the difference between maximum and average and use it for our UnBalanced10 variable:
UnBalancedi is zero if maximum and average are equal; UnBalancedi increases the more the maximum grows beyond average, meaning a person specializes more and more in his/her maximum skill.
In our data set (cf. Table 2) In the next steps, the same procedures are used to create the proxies to measure the breadth and balance of the social capital variables. BROADSCPORTFOLIO is equal to the relative number of different types of social contacts a person holds. The variable UNBALANCEDSC is created by using the z-transformations as described above. Thus if UNBALANCEDSC is equal to zero, there is no difference between maximum and average number of different types of contacts, i.e. the person has a fully balanced portfolio of social contacts. The larger UNBALANCEDSC, the less balanced is a person's portfolio of social contacts. In our dataset the minimum of UNBALANCEDSC is 0.4891 and the maximum is 11.1878, indicating balanced as well as very unbalanced respondents in our sample (cf. In a last step we constructed the variables for the breadth and balance of the overall portfolio of all types of resources (skills and social contacts). BROADOVERALLPORTFOLIO is equal to the sum of different types of skills and social contacts of a particular person X divided by the overall sum of skill and contacts. If BROADOVERALLPORTFOLIO is equal to one (smaller than one), a person X holds the full set (a restricted set) of skills and contacts. Similarly, the variable UNBALANCEDOVERALL is created by comparing maximum and average of all ztransformed skills and contacts variables. If UNBALANCEDOVERALL is equal to zero there is no difference between maximum and average number of different types of skills or contacts.
The larger the difference between maximum and average, the more unbalanced is a person's overall resource portfolio. In our dataset the minimum of UNBALANCEDOVERALL is 0.6098047 and maximum 11.1878 (cf. Table 2 ).
According to hypothesis 5 we expect the regression coefficient of UNBALANCEDOVERALL to be negative, i.e. individuals are less willing to become entrepreneurs if their social capital
portfolio is more unbalanced.
According to hypothesis 6 we expect the regression coefficient of BROADOVERALLPORTFOLIO to be positive, i.e. individuals are more willing to become entrepreneurs with a broader set of different types of social contacts because all of these are valuable for entrepreneurs.
Control Variables
To control for differences which are not due to a balanced portfolio of skills or social contacts we use a large number of control variables that are known to have their own impact on entrepreneurship. Important factors determining entrepreneurship are found to be financial (Dunn and Holtz-Eakin 2000; Werner, 2004) . However, the results are far from uniform and only limitedly explain differences in the willingness to become an entrepreneur (with risk aversion being the only undisputed exception, e.g. Wagner 2004 a, b) . We try to control for these variables in our empirical part. First, to control for risk aversion we use three variables: an individual's "preference for long term job security" "preference for foreseeable income" and "preference for foreseeable career options/promotion". Since entrepreneurship studies have frequently shown that an individual's preference for self-esteem has a strong impact on the entrepreneurship decision, we also use a variable "preference for realizing one's own ideas while working" as a second control variable. Thirdly, as do most other studies, we use age and age square as control variables to capture the effect of increasing experience-related human capital on entrepreneurship (cf. e.g. Cagetti 2003 Oswald (1990 and . Further, we use students' field of study as a control variable and have grouped them into seven broad study fields according to categories used in official German statistics, i.e. "law, economics and management", "sociology and political science", "math and science", "arts and music/liberal arts", "engineering", "sports" as well as "languages and cultural arts/humanities", the latter being the reference group. We also use dummy variables for each university in our sample (University, University of Applied Sciences (Fachhochschule), German Sports Academy, Music University and Academy of Media Arts (KHM), all Cologne) to control for their particular environment. Furthermore, we have data on students' business or entrepreneurship related know-how such as taxes, patent law, or employment regulations. We aggregated this information in the dummy variable BUSINESSKNOWHOW. And finally, we have information on whether students know about different types of institutions and organizations that provide advice or help for starting a new venture. These are state-or university-owned information and funding agencies (such as Chambers of Commerce, TTOs or federal agencies such as GO!Initiative), private entrepreneurial clubs (like NUK, etc.) or university-specific entrepreneurship lectures, workshops and chairs. We aggregated this information in the dummy variable SUPPORTKNOWHOW
EMPIRICAL RESULTS
Since our dependent variable is an ordinal variable, we use ordered probit estimations with "willingness to become an entrepreneur" as a dependent variable (Wooldridge 2003) . We The results from our reference model I basically confirm what has been found in previous entrepreneurship research: the willingness to become an entrepreneur depends among other things on the level of human capital investments. As traditional theory expects, having more entrepreneurial work experience as a freelancer or in self-employment is positively correlated with an individual's willingness to become an entrepreneur. However, experience as an intern or employee has no effect, and having experience in an apprenticeship or as a research assistant even has a negative effect -all of which seems plausible. Entrepreneurial work experience is directly valuable to starting one's own company, therefore the more one has the 21 better. Work experience as an intern or employee may not be directly helpful on its own in starting a business (but may be helpful if combined with other helpful skills as the jack-of-alltrades theory would suggest). Work experience as an apprentice or teaching assistant may be very valuable for becoming an employee (in industry or at a university because it teaches specific technical know how) but less so for becoming an entrepreneur (because e.g. apprenticeships are concentrated on one type of know how), making entrepreneurship less attractive. Furthermore, we find that the willingness to become an entrepreneur depends on the kind and level of social capital. Having entrepreneurial contacts (i.e. to entrepreneurial friends or parents) is positively correlated with an individual's willingness to become an entrepreneur. The number of business contacts one has enhances one's willingness to become an entrepreneur. Family or study contacts on their own, however, do not have any effect, which is plausible again because only entrepreneurial contacts are directly valuable in starting one's own company. Family or study contacts may be helpful if combined with other helpful factors, but they are not generally helpful and do not foster entrepreneurship on their own.
With respect to our control variables we find results similar to those in previous studies. An individual's degree of risk aversion significantly affects willingness to become an entrepreneur. Individuals with strong PREFERENCES FOR JOB and INCOME SECURITY are less likely to ever think of becoming an entrepreneur or take first steps towards starting a business.
As in previous research we also find a concave effect of AGE/AGE 2 on entrepreneurship and a In models II and III we use our BROADPORTFOLIO-variables to test hypotheses 2 and 4 which are only derived with the help of the jack-of-all-trades model. According to Model II a broader human capital portfolio has a positive impact on the willingness to become selfemployed, confirming hypothesis 2. This finding is in line with those of the few previous studies testing the jack-of-all-trades model. Lazear himself for example finds that individuals are more likely to become entrepreneurs if they have had more previous jobs/roles (Lazear 2005) . Unlike what we predicted in hypothesis 4, a broader social capital portfolio seems to have no significant impact, at least not in this specification. However, in model III we find that a broader OVERALL portfolio (human and social capital taken together) has a strong positive effect on the willingness to become an entrepreneur, which confirms our hypothesis 6. All other effects remain very similar, so the results are again robust.
In models IV and V we introduce our UNBALANCED-variables and test hypotheses 1, 3 and 5.
Model IV shows that the balance is important both for human and social capital:
UNBALANCEDHC and UNBALANCEDSC are highly negatively significant which confirms hypothesis 1 and 3, and strongly supports the jack-of-all-trades interpretation of entrepreneurship. Individuals with a very unbalanced portfolio of human capital are unlikely to become entrepreneurs; for them it pays more to become specialized employees. On the other hand, for individuals with a more balanced portfolio of work experience, it pays more to realize the entrepreneurial premium λ on their balanced skills and they are more willing to become an entrepreneur. In addition we find that once balance of skills is controlled for, length of internships now has a positive impact on entrepreneurship. Thus, internships are obviously considered helpful if they are combined with other skills that match in the portfolio.
More entrepreneurial work experience keeps having a positive effect on its own.
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Apprenticeships still have no impact. Results for the rest of the control variables remain stable and will therefore not be discussed here. With respect to social capital, we find that with a very unbalanced portfolio of social contacts individuals are unlikely to become entrepreneurs and the more balanced a portfolio, the more likely they are to become entrepreneurs. Similarly to what has been found for work experience, here again we find that entrepreneurial contacts keep having their single effects once balance of social contacts is controlled for. This indicates that knowing more entrepreneurial individuals is always favourable for someone who wants to start his or her own business, which again seems highly plausible. Furthermore we find that a higher level of family and company contacts has a positive effect on entrepreneurship once balance of social contacts is controlled for, which indicates that they may be helpful in the right combination with other valuable entrepreneurial contacts, but not on their own if they are not combined with them. Results for the rest of the control variables again remain stable.
Finally, in model V we find a significantly negative effect for UNBALANCEDOVERALL
showing that the jack-of-all-trades argument also applies across different types of capital (i.e.
human and social capital). Individuals who have a balanced portfolio of work experience and contacts are more likely to become entrepreneurs than individuals who are either strong in skills or strong in social contacts.
Thus, all but one hypothesis are supported by the empirical evidence given in models II to V, and, taken together, this strongly supports the jack-of-all-trades explanation. The findings demonstrate how important it is to have balanced personal resources to become an entrepreneur. More balanced individuals are more likely to become an entrepreneur. And, in contrast, whatever the particular specialization of an individual might be, it makes them more likely to become an employee rather than an entrepreneur because as an employee they can use their particular strength fully while working for others.
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CONCLUSION
In this paper we study the willingness to become an entrepreneur based on the entrepreneurship theory of Lazear (2005) . We apply his jack-of-all-trades theory not only to human capital as in the original model but also to social capital. We do so because we think social capital should also foster the willingness to become an entrepreneur since many studies have shown that it is an important determinant for the success of start-ups. We use survey data from a sample of more than 2000 German students to test our hypotheses and find strong support for the jack-of-all-trades explanation for human and social capital.
We find that it is not so much the level of skills or the level of social contacts but rather a balanced portfolio of skills and social contacts that makes it more likely that an individual will decide to become an entrepreneur. Those with a more balanced portfolio of work experience are more willing to become an entrepreneur. Those with specialized human capital are worse off in entrepreneurship, where all types of skills are required to be successful, and they are therefore less willing to become an entrepreneur. And those with undiversified social contacts are worse off in entrepreneurship, where all types of social contacts are valuable to run a start-up, so they are also less willing to become an entrepreneur. Specialists in human capital or in social capital prefer to become employees where it pays more to be a specialist.
Finally, we also find that the jack-of-all-trades argument even applies across the two types of capital. Individuals who hold a balance of human and social capital are more likely to become entrepreneurs than individuals who are either strong in skills or strong in social contacts. Thus it is the jacks-of-all-trades and clearly not the masters-in-one who are likely to become entrepreneurs. Neither are the mere social butterflies nor the mere computer nerds likely to become entrepreneurs because they are both too imbalanced. Thus, we were able to show that the jack-of-all-trades argument can be successfully extended beyond human capital. It proves to be valuable for other types of capital as well, i.e. social capital in our case. In a next step it would be interesting to see whether the same argument holds for an extension to financial capital, but our data are not well suited for this task.
There are important and far reaching implications which can be derived from our results. If entrepreneurship above all requires a full and balanced set of skills to start a business in a certain industry or field, the conclusion to be drawn is that the more types of talents that are needed in a particular field, the fewer people will ever be able to meet these requirements fully. This in turn helps to explain why in some fields entrepreneurs earn exceptionally high returns (cf. Lazear 2005) and still remain unchallenged by new entrants. The jack-of-all-trades explanation also helps to explain why the entrepreneurship rate does not follow that of educational expansion over the last decades. Since entrepreneurship always requires a balanced set of skills it is not enough to expand investments in one type of skill (like academic knowledge). To raise the entrepreneurship rate any other type of talent and individual resource would have to grow at the same rate. Thus, additional education may not raise the entrepreneurship rate but, in fact, bring about the opposite. If an expansion in education is not flanked by additional social or financial capital it will only lead to a rising share of employees. This effect may additionally be fostered if those individuals who reach a higher educational degree have to specialize more in order to meet the requirements of the higher educational degree. Educational expansion may therefore be highly counterproductive for the entrepreneurship rate if everything else is kept constant. This may explain why despite rapidly growing entrepreneurship trainings, technology transfer offices, start-up advice and incubators the entrepreneurship rate remains more or less stable. As argued above there is a strong trend working against the willingness to become an entrepreneur and if these measures had not been taken, educational expansion would even have driven down the entrepreneurship rate even more. What this means is that a great number of activities may be necessary just to 26 stabilize the entrepreneurship rate. An increase in the entrepreneurship rate would require more, i.e. more of all according to the jack-of-all-trades argument: human and social capital, and -to take the argument one step further -both have to be balanced with financial capital to make becoming an entrepreneur more attractive. 
APPENDIX
